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Special Reports 


Six key products: a look at ‘76 

Profitmaker/Selling the utilities 

The changing channels of 
distribution 

Profitmaker/Selling to the chemical 
processing industries 

30th Annual Survey of Distributor 
Operations ‘75 sales dip 1% 

Profitmaker/Selling to mining, 
quarrying and oilfields: 

Merchandising: a wasted 


Profitmaker/Selling to local and 
national government 
Sources of capital—what are 


Profitmaker/Selling to the 
transportation industry 

Cash flow problems? Tighten your 
credit and collections 

Profitmaker/Selling to the construction 
industry 


Ideas For Management 


Hotline/Domestic suppliers concerned 
over new import rules 
Hotline/Local inventory taxes face 
a losing battle 
We're all in the service 
business 
Hotline/House votes to limit deductions 
for conventions held abroad 
Hotline/Distributors divided over 
significance of '76 elections 
Hotline/Distributors eyeing 
commodity markets 
Tampa. . .Florida’s other 
Gold Coast 
Are you ready for labor problems?... May 
Distribution and the non-union 
shop 
Hotline/Distributors to feel bite of 
new Teamster contract 
Want a profitable branch? Staff it 
with pros 
Find the most productive carrier 


Sales & Training 


Salesmen! Think management now. Jan 
Capsule sales concept/Five ways 
of losing a sale 
Capsule sales concept/Image—Your 
best sales tool 
Capsule sales concept/Give salesmen 
a reason to sell 
Capsule sales concept/First aid 
for a lost customer 


Suppliers’ sales reps. 
can spot a pro 
The follow-up sales call. 

is not enough 
Inside phone men. . .Tap into 
their sales potential now 
Grading distributor competence 
Tough prospect? Turn inertia 
into action 
The art of active listening 
Sales management in a changing 


. .How you 


. .or Once 


Disney World. . .Even in the 
Magic Kingdom, there's MRO 

Capsule sales concept 

Take organized path to catalog 
success 

Capsule sales concept/Selling 
by objectives 


Operations 


EDP: It’s profitable or forget it 


Fear not: Computers don't ‘byte’.... 


EDP—no place for amateurs 


The dark and bright side of EDP.... 


Does inventory control 


Measuring your customer service.... 


For more control, try ‘packets’ 

Before you computerize. . .make 
the transition easier 

Keying your EDP to demand 


People 


Pacesetter/Prof Gordon, He makes 
bearings bearable 

‘Talent? It’s everywhere’ 

SIDA’s Hal Davisson retires 

A woman's place 

Pacesetter/John N. Leedom 

Pacesetter/Eric Cohn 


Companies 


Saga of a computer installation 

Pilferage. . .Drennan supply’s 
$30,000 headache 

A branch is not a warehouse 


Associations 


Key issues: unions, profits dominate 
West Coast meeting 


TIS ‘76. . .Optimism sets the pace.... 


NFDA's annual meeting 
BSA Annual meeting 
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Fear not: Computers don't ‘byte’.... 
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ID ARTICLE INDEX—JULY TO DECEMBER, 1976 


Special Reports 


Profitmaker/Selling to the food, candy 

and tobacco industries 
Profitmaker/Selling to the Commun- 

ications industry August 39 
PTDA’s new market report: Profile of 

the industry in '76 August 49 
Profitmaker/Selling to light and 

heavy manufacturing September 46 
Your influence counts...How to “write 

your congressman”’ September 55 
Profitmaker/Selling to primary metal 

plants and foundries October 48 
Power Transmission—Priming 

October 55 

Profitmaker/Selling to facilities 

management 
Profitmaker/Selling to the nature 

industries 


November 47 


December 47 
Ideas For Management 


The scramble for talent August 31 
Hotline/Threats of shortages reappear, 
tempo of recovery is the key.... August 36 
Hotline/Carter for equitable business 
practices, vague on 
small business September 43 
Spinoffs and innovations..New sources 
of profit October 43 
Hotline/Investment incentives and a 
curb on inflation promised 
October 60 
Viewpoint/Will they ever learn?... October 77 
Building the ideal organization..November 39 
Hotline/Small business to benefit 
from revised equal opportunities 
November 44 


November 57 
Hotline/Shortages imminent as Fed toughens 
rules on safety December 43 


Sales & Training 


Let the rep run the meeting 
Capsule sales concept/Listen, prod, 


Capsule sales concept/Learning is 
forever 

A supplier tells...What to do when 
the rep calls September 63 

Capsule sales concept/Beating 
isn’t winning 


August 57 


September 83 


Need good salesmen?...Try a logical 

approach to recruiting October 71 
Capsule sales concept/Match the man 

to the job October 81 
Add Salespower! Ask questions. November 64 
Capsule sales concept/Inside 

salesmen: backfield pros November 69 
Capsule sales concept/Change with 

the times December 55 


Operations 


Rise of the warehouse manager 
Viewpoint/Sales do not mean profits.. July 68 
It's time to computerize September 33 
Is 95% customer service 

September 69 


Marketing 


Marketing concepts vs. 


reality November 66 


Companies 


Morvant’s law...Salesmen: work for 
yourselves 
At Delta Bolt it’s: Selling 
executive style 
The Kaufman strategy...If you want 
to sell, cover every angle.... September 59 
When the customer’s stymied...Profit 
with application engineering.... October 64 
The MRO Group...A growing force 
in the Southwest November 51 
Big plus at Bluefield Supply—management, 
money, marketing December 36 


People 


August 43 


Pacesetter/Les Berry—His eye is on 
his people 
Pacesetter/Bob Chatfield—He plays 
harder to win September 73 


Associations 


Report from the '76 Triple: Program sets a 
positive tone July 31 
Interlude at the Triple...NIDA/SIDA/ASMMA 
officers scan distribution in '76 July 38 
SEDA annual meeting...Safety distributors 
confront problems of change. ..September 51 
BSA’s Fourth Fall Conference...Bearing 
distributors told: Sharpen hiring and 
training skills November 62 
PTDA’s 17th annual convention...Program re- 
flects industry’s optimism.... December 50 


1D/December, 1976 





